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Two Trends to Watch in Home Design - Page 20 
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C.640 Series 
P Available in a. "| | Inland Homes are of conventional type construction and appearance. 
exteriors, either 
left or right hand Erected in one day. 
Bae oe cme as Ws penny | The Inland package contains exterior room size panels with double 
alternate floor % course cedar shakes factory applied. Windows, doors and all back- 
5 | ups factory installed. Pre-assembled interior room sized partitions 
. and complete trussed roof. All roofing material and complete floor 
a: _ | systems pre-cut. One half inch gypsum board and interior finish sup- 
wu Room oto moow ato gw plied for field applications. 
a | ° Over 60 different models let you offer a variety of homes, prevents 
. the usual look of sameness found in many projects. Plan now on 
Inland and realize more profits in 1956. Write us for complete infor- ; 
mation using your letterhead. Wire or phone for appointment— 








— phone 3880. 
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$2665 


INLAND PACKAGE 
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THE THEME FOR 1956 













Wt at's the n ost excitir g thir gi home piar ning today? Our tresn 


new attitude to color, of course! And partic ularly in the bathroon 
where color is so important to smart, attractive and salable hom«e 
Brigg: Beautyware fixtures can make your bathrooms Sf arkle 


And Brigg: ern ploy: profes ior al color engineering for the sn artest 
most attractive decor. With Beautyware Coral, for example, the 
soft grays, the dark contrasts — the cool blues and the touch of 
brilliance will please and in press your clients and blend wit 
any accessories 

And Beautyware fixtures all have a durable finish that stay 
bright and easy to clean. In every way Briggs Beautyware will 
reflect your good taste in color: and quality in bath fixture: 


Briggs Manufacturing Co., 300 Buhl Bu iding Detroit 26, Mich gan 


In Beautyware Coral: New Lindsay lavatory, Marquette tub, Carlton closet 
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Color decorating styled by Howard Ketcham 
nationally famous color engineer. Choose decora 
tions and accessories for Beautyware coral wy 
fixtures from any of these other compatible colors 






silver gray char gray pale cora powder . furau e chart 


BRIGGS BEAUTYWARE 





Who Are The People 
Who Are Molding Your Business Future? 





\I HAMILTO 


Mr. H 





. . » One of These Leading 


Realtors Is Carey Winston 


Wye Sy Y, 


NATIONAL REAL ESTATE AND BUILDING JOURNAL 
CEDAR RAPIDS, IOWA 
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ew home features mark youl thouchttul tllention 
to detail so convincingly. in the eye 7) 
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home buyer 9 a concealed le le phone Wititi 


md (2) conveniently located t le-pohiconve outlet 


BELL TELEPHONE SYSTEM A 
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This striking imterior is im the 
Ketter Homes and Gardens 
Idea Hlome of 1955 It is one 
of the houses shown in the an 
nual JOURNAL feature on the 


four most popular houses of 





the year tn this ovsie 











Look under ‘Plastic’ in your 
classified phone book for the 
name of a Formica distributor 
or fabricator or write 


FORMICA 
4559 Spring Grove Ave 
Cincinnati 32, Ohio 


In Canada, Arnold Banfield 
Ltd., Oakville, Ontario 
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Seeing 1s believing. If this wash-off identification 


ss not on the surface, it's 








.. and the Kitchen Surfaces 
ORMICA 


The quality of many building products is well known to you 


7 


are genuine 


But there is no single item you can buy and use that is more 
favorably known and universally accepted by your hone buying 
prospect than Formica. The name Formica is a sales tool that 


requires no explanation no further reassurance. 


The buver reeks value atevery price le vel lormica represents 


value that is prac tical for you to offer in every house you build 


We protect the faith your customer has in our brand 
of laminated plastic by certifying every sheet with a 
wash-off Formica marking. This guarantee of genuine 
Formica is yours to use. Leave it on until the house is 
turnover and 


sold and Formica will pay its way in 


profits. 
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ew York builder buys 1,484 G-E 
for 2B new 


“After looking o 


the new General Electric 


ver the air conditioning market, | picked 
Thinline 
through the 


It was perfect for th 


installation | wanted wall without any 


overhany 
And the Gi-t 
third 


Thinline is compact. It only takes two 


as much space, but sull has as muc h capacity and 


It has 


Every living room and bedroom 


efliciency as previous corresponding model pow 
erful exhaust capacity 
a General 


building wall have 


should he 


of the apartments we re 


Electric Thinline—which very attractive to 


SI 51S) 51 51 57 51 =) 1 37 


aS Se 


tenants. They can choose the t mperature, the air flow, 


pulling in fresh air or getting rid of stale air—all to suit 


themselves 


One of the most important reasons I chose the Thinline 
is the General Electric name itself. People have faith in 
So do | 


General Electric Their products are usually 


way ahead of the field, soundly engineered and backed 
by prompt delivery and good service.” 

ALAN P 

H.R 


HOROWITZ, 


H. Construction Corp., New York, N. Y 


Look how easy it is to install the new General Electric Thinline through the wall: 
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Build the sleeve end frame Slide 


leeve. bout 





into the wall during construction 
IT hv opening for the lee ve 


obout 27" wide by 22" hivl 

















Simple but decorative wood Flush on the outside, the G-t 


trim frame fd final toucl Thinline iluminum 


med t 
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Thindine Room Air Conditioners 
apartment buildings 


FITS THROUGH THE WALL WITH NO UNSIGHTLY OVERHANG 
OR FITS ANY WINDOW OF PRESENT BUILDINGS 


Fits in upper or lower half Fits casements, too 
} ever you want j 


' 

' 
' A All inside—and the wind All outside 
' . 

! 

! 


162 inches thin 


There's little, if dny, overhang. Operates at low co 


(only 74 amperes for 4-hp. model). New High Power Progress ls Ovr Most /mportant Product 
Factor and efficient design give high cooling capacity 


Available in 4A, % and one horsepower mode 


crime wetengunnce cowaitiene GENERAL QQ ELECTRIC 
ompany, Appliance Park, Louisville Lentuck ‘ 





\ 
|: 
i 
\ 


viiaranty 


—— THE JOURNAL REPORTS. 


' 


Cabinet status for housing and 200,000 public 
hou per year hi shlight of legisl 
tion before Conyre | bill ere 
duced last month. ¢ nll to establist Dep 
ment of Ol | Affan i} 

po ) if ol yf Her 

eature bill 

] ‘ 


ATP ey oe 
tiniil 


init itil are 


nov 


roar 
pro 9 
! omnibus how 


ol 


rie 


ithorization ut 


for low ines bearnnilue an 


three Cal period 


4 Den percent of 


! for eld 


ational am rivaye 
| 


a le richiriyv 


the authorize 


ey ried erly 


je ople 


1) 
ditan 

Ho 
Ib 


ork 


area 
HbA 
rie 


and LEripol emie. 


rriugtly / pore 


| 


| 
! ice Plannin 


iif itl 
iti Cotriritiniit 1; 


Provide 


Senator Herbert H. Lehman (Democrat, New York) 
introduced the t Oo bill ae tla 
idninistration. for bi 


a program tor rrieet tne 


and charged that ( 


4 thre 
most 


managed in such a 
ol the ki 
needed »S 
va ths 


uted immmedtatel 


' 


cCorstriuction 


nie urgentl 
pore dicted that 


enator 


tinile i expanded 


Program is itt til 
VA APPRAISAL AND HOME LOAN APPLICATIONS 
FOR PAST 12 MONTHS (IN THOUSANDS 
lppratisal Request ly r // 
Proposed House ents, Evistir ( 
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A received 20.284 appraisal 


his is a wood inelicatorn 


requests for new homes during 


MIUATY, An iC rease Is 


of an upturn in spring building plans 
pprarsal requests for existing homes held 


There 


over the December total of 24,892 


level was an 8 decrease, however, ino home loan 


applications in January 1956 over December 11.8RY 


ynipared with 45,514 


fall feel the effects 


intial relaxation of credit controls announced January 17 


VA says this reflects the drop in apprats 


tivity Last It's still too early to 
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HOUSING STARTS 


Non-larm housing starts in January he Id 
1955 level 


Although 


at about the December 


totaling 74,000 units. This includes 1,000 public units 


the January figure is about 15 helow the extraordi 


nary January total achieved last year, it compares favorably with 


T hie 


a seasonally adjusted 


January starts in most other postwar vears 73,000 private 


starts in’ January represent mnual rate of 


LTRS .000 units sbout the same as in December 1955 





Add value to homes with windows from 








ADD A WHOLE EXTRA ROOM | 
th Curt silentite Convertible w j 
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Silentite windows are sold by leading lumber de 
n most parts of the coun ry 
howing how you 


home ind new window idea boc 
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Product Progress 


® New Models 
© New Equipment 


® New Ideas 


To receive further information without cost or 
obligation for any items reviewed, use the 


handy inquiry form on page 14. 








Beauty on a Budget 3-1 
DPhie trend t mad beaxus living on the mode 1 price 
reflected in the la I upre a Virginia Lee 

picture 1 here Phus model ith the low pitched 

ide overhangs. large gla in 


a ane Carport 


quare feet of space. One of a series in the 
conventional home custom-built) for 

tyitl il feature three bedroom a 
plional for famuly room or den, and tw 
taathy Phe manufacturer offer i variety of flexible 
plan l tit exact requirement wid pcan \ com 


plete election of design will bye ent on reque ! The 


troiking wterior vie is of thre La Carri al 
(pile foot house ith three bedroom family ro 


country kitchen. two baths and two car ¢ 
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Kitchens are Coy 


\ ome vood cabinet line emphasizing the 
Cluttered look in kitchen design is offered | 
Kitchens. Styled for homes in any price range, the 
Hine os avathable ai a range of combination init 
md drawer base cabinet ill cabinet base cab 


nets. range and oven cabinets, ete. National offers an 
election of size mid bheapoe lor kitceh 
ruration. These cabinets fe 
rile bicdint panel rem rie 
brbbirbatin unsightly hards 
finished in decorato 
Oot color keyed to 
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ir the counter 


“Kitchen of Today” a Many- 
Splendored Thing 
Des athe 





How Youngstown Kitchens help you 
increase the value of your property 


Property value goes up substantially 
cost goes down the minute you put in Youngstown 
Kitchens! 


; maintenance 


There's no surer way to please your women pros 


pects or tenants. Here's what you offer them: 


e BEAUTIFUL ENAMEL FINISH! Baked- 
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Kee ean ith our 
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| Youngloun hilehens 


FOR THAT NEW HOME LOOK 


Amrex an- Standard 


Plenty of benefits for 


LBL, COP 


you, too 


PRE CoE Top 
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PIMED DELIVERY 





Guide To New PRODUCTS & ADVERTISERS 
Use the Handy Inquiry Form below for more infor- 


mation on new materials and advertised products. 


How to use this Guide: The number to the left of a manufacturer’s name is dupli- 
cated on the Inquiry Form. Mark the numbers on the Form about which you want 


more information at no cost or obligation. Cut out Inquiry Form and mail today. 


NEW PRODUCTS 6 Viiller el Le | Rod ( OTTLpP ard 
Viiller Rod Hou 
! bthiel Ion Lorne 
Beauty on a Budget §7 (General Electric Conduit 


Product Departme nt 


Nath mal Kite he ti 
Underfloor Wiring System 


Kitchen Lane 
Laat atenn Th ; kes pean 5-8 Nirenstein National Realty Map Company 
Kitchen of lo ii’ Pwo Nev Atlase 
Reus Paper Compan $9 Kitchen Maid Corporation 
Capsule Kitchen Multiple Storage Unit 
Ineorpor ited ) 10) Populas Viechanu Pre 
Real Estate Tax Manua Do-It-Yourself Materials Guide 
11 Tri-Boro Enterprise Tre 
Pri-Boro Bathroom Acce ori 
. | 
Journal Handy Inquiry Form +12 Norris" Thermador Corporation 
” . Double (oven Viay if 
5-13 Thyer Vianufacturing Corporatio 


p ) Viaintenance Manual 
roduct Ieditor 


5-14 Westinghouse Electric ¢ orporati 
{VAL EsTatre AND BuLLDING JOURNAI Viicarta | nitop 


xth Avenue § | Cedar Rapid lowa -15K.]D). Kee Vianutlac turing ¢ ompany 
Joust Hanger 


vant to know more about the items checked 
Please see that complete information 3 
; ADVERTISERS 
ithout cost on obligation 
16 Inland Horne 


»-17 Briggs Manufacturing Company 


5-18 American Tels phon & 


lelegraph Company 
19 Formica Company 
1) CGseneral Electric Company 
1 Curtis Compamies Service Bureau 


Viullins Manufacturing ( orporation 


& Banner Company 


Steel Corpor iuion 
WG. Best Home Company 
Douglas kir Plywood Association 
Prentice-Hall, Ine 


’Y Prefabricated Ho 
Vianufacturer 


() (genera Air Condit 


1 The hyer Manufacturing 
( 1) back COVEeT 





conditioner, and a homemaker’s planning d vluch Saves Plumbing Bills 


doubles as a sewing center are rie 


features demonstrated in practs al de 


“Capsule” Kitchen Using Panelyte 


Among new uses of decorative pl 
is the St. Regis Panelyte “Capsule 
ideas for builder built-in Phese incl 
meat server on the same level as the oven and 
built into the front of the ervinig counter I hie int} 
top is postformed in Stippletone Panelyte with back 
pla h-to-counter-front one unbroken surface. Other 
features are a countertop range, a space-saving fold 
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For Legal Files 


up table wing out chat and built-in tele bon A place for everything everything in place with 
10 x 15 


‘Deal Saver” 
Ca ~ aver Sr 


New Real Estate Tax Manual is FILE | | ° 
| | 


Real estate tax problem are 0 comple « that there ENVELOPES For Letter Files 


is no easy road to tax knowledge, but for anyone 9x 12 


POR RLEALTIORS jr Sito 


concerned with the real esta field certain basi 
knowledge is essential. Jar Aspect Real state @ Progr of deal instantly visible 
Transactions by Martin Atlas presents this « 


— No hunting for mislaid pape rs 
information effectively, and it is well worth sti 


; @ Nothing omitted nothing neglected 

Plunging into the middle of a tas problem 
@ Printed check list covers every item 

having a thorough grasp of the fundamental 

yerou and Atla j to be commended for 

upposing too n uch. He lal Irom scrate » WO 

peak, pe rmitting the reader inderstand 1} VA ) } NEW POLICY 

picture as well as some minor cornet 


The 


plained in terms the competent b 


WE PAY POSTAGE 


pre blems and ex mniples are ANYWHERE IN USA 


countant or investor can understan 
tandard subject uch as mort 
ductions,. estate and gift taxe 

of Real Estate Transaction 
corporated Wa hington 7. I) 


Deal Severs’ moke my werk easy! 
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LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. 


To receive further information without cost or 
obligation for any items reviewed, use the 


handy inquiry form on page 14 
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need for detailed and reliable 
nap when making important decisions ha 
heen provided for in the announcement of two new 
The Nirenstein National Realty Map Com 
published two new tal 
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Atlas of New York Atlas of 
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City, Volume XIV 
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To receive further information without cost or 
the 


obligation for any items reviewed, use 


handy inquiry form on page 14. 











Cranny Planning 
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peppy ! 
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For Your Do-It-Yourself Clients 


Looking for gift idea 
Lhere al hook 


for your new home 


new you may want to con 


16 Varch 


1956 


vho are do-it-yourself enthusii 1) 
elf Materials Guide by Clilfo Hick 
ociate editor of Popular Vechant | book 


intended primaril a i reference 


ide to all the major and most of build 


Perhap it would be alu in your 
own of fies a a way ol 
vith constructs 
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Bathroom Beauty by Tri-Boro 


Tri-Boro 


f orie { 


bathroom ac 
ombine tyling 
with the 
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with 
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The 
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unit 4 for every bathroom 
a multitude of 
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uit every decorat 
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Phermador rotisserie 

development in cooking craft of 
trical [hie 
have produce da 
has two eye-level fully automatic 
frame 
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| , obligation for any items reviewed, use the 
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New Micarta Unitop Introduced . pany enters will 
\ eam irface of decorative Viicarta f r Vi | otch 
hts the new fully-formed | nitop. one-piece sink - ! 

r counter wunit combining deck ind back pla h 

which is being introduced by United States Plywood 

Corporation and Westinghouse Electri orporation 

he durable plastic-laminate run Vithout enter 

ruption from the top of 1 ive-anch backsplash 

through the ¢ 


nd er thre 





PLASTI-CLOTH PENNANTS — WEATHERIZED — FADEPROOF 
BRIGHTER THAN CLOTH — STRONGER THAN PLASTIC 


SPECIALLY DESIGNED FOR REALTORS AND BUILDERS 
Best Deal Low Prices Save $ 

Big Value Model Home Save Money 

Buy Here NAHB Emblen Stop Here 

Buy Now NAREB Emblen This is 

Easy Terms Open Hous the Place 

FHA Real Estate Welcome 

G | Se Will Trade 


Red — White — Blue — Yellow. 4 Brilliant Alternating Colors 
24 Pennants (Size 12” x 18’’) Double Sewn to 60-Foot, 3-Ply Rope. 


PRICES: PLAIN OR IMPRINTED PENNANTS Choice of any 4 imprints in box above. Each imprint 


60-Foot Rope 24 Pennants to Rope selected will appear alternately on pennants, as illus 


F 4 } ? 4 ne ntead 
ey cin ia trated. For con pany name or trademark. o ny imprint 
2 Sets t listed above, add $10 for spec ial screen work, unless 
4 to 10 Sets 5.50 j a 4 
11 to 20 Sets 5.30 sit 

21 to 50 Sets 5.00 —— 


Shipping Charges Prepaid When Remittance in Full Accom nies Orde Write for Literature on Our Other Flag and Banner Products 


ARROW FLAG & BANNER COMPANY 


6014 CURZON AVENUE FORT WORTH, TEXAS 


or 20 sets or more 














“THE CALL IS FOR KITCHENS 


u 
¢ 
THE CALL IS FOR Lyle | MYM tel, 
KITCHENS J) \ 


HERE’S WHAT U.S. STEEL’S 


“KITCHEN CALL” 


MEANS TO YOU! 


The appeal of a modern, well-planned 
kitchen is often the deciding factor in 
home sales and apartment rental 

U.S. Steel’s “Kitchen Call” will tell 
and sell the public on the advantages of 
teel kitchen on the exciting new 
decorative possibilities of kitchens in 
color, the ease of cleaning, the inherent 
trength of a steel kitchen, the conven 
ience and economy of adding modular 
teel unit 

Your prospective buyers or lessees will 
recognize the desirability of steel kit 
chens. And they will be easier to “‘sell’”’ if 
you show them modern, convenient steel 


kitchens in the homes you build 


PLAN ALL YOUR UNITS WITH 


KITCHENS 
Styled in Steel! 


THE CALL IS FOR 


KITCHENS 0) 
) 


an 


All designed to create a demand for Kitchens 
Styled in Steel in the homes you build... 
or the apartments you manage. 
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Two Trends to Watch in 


HOUSING DESIGN 


--- Family Rooms 


... Utility Cores 


FOUR MOST POPULAR HOUSES 
OF THE YEAR rends depicted can be in 


Annual Journal Exclusive 


gree 7.3 mid central 
big WN) 

definite tres quare mast nd either All four of the plans submitted have a family 
tory -and ” o-si Ly tes | tL Ist room. 

{ | 


itil price 
You can’t we ' the fact homeseekers in All four are located at an exterior entrance. 
Ist on gettin oe sh a - All four are in clear view of the kitchens. 
aapat this 1) haat ! .F ) ' bed VE I is ' 
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planner uty mw to be ! te that spat What About Central Utility Cores? 

nd still build a T well 1d , 
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A central utility core cuts plumbing expense. 


A central location affords the shortest dis- 
ir Rapids, lov od whe 7] Sy Se ee tance from all other rooms. 


eo proper 





Extraordinarily flexible room arrangements 
are made possible. 
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now...let your prospects 


‘“custom-design’’ their homes 
with the BEST 
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torpert, butterfly reel, “high” 
shding siuminum windows 
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See this revolution in factory-built home design that BEST 
is introducing for 1956! Best “Freestyle” Homes give you as many 
different home designs to sell as you could possibly want—up to 45,000 
from a single basic plan. But you work with only the one, two or 


maximum of three basic plans you choose. 


To sell this history-making “Freestyle” Home, Best has developed 
a sensationally-unique merchandising and sales tool—the “Silent 
Architect”. With it you can show customers exactly what their home 
will look like—whether you offer every “Freestyle” design 


or a limited selection. 


Every day you miss getting the facts about Best “Freestyle” 


Homes and the “Silent Architect” is a day of lost profits 


W. G. BEST HOMES CO. 
EFFINGHAM, ILLINOIS 
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What Is A “Safe” 
Advertising Budget? 


Your advertising budget should be keyed for emergencies. It should 
honestly reflect the amount you spend to sell your homes. This 
Miami advertising counselor also believes iw should be considera 
bly larger than most of your budgets have been in the past. Her 


are reasons Why you should re-examine your budget 
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How the Professional Salesman 


Sasic “human relationships 


Makes His Approach 


are common to all types of selling 


$y mastering the principles discussed in this article, your salesmen 


can sell more effectively 


from the crucial “first ten seconds” of 


the contact to the successful closing of the sale. 
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Number 13 in a Series on Sales Training 


Can You Answer “Yes!” to 


These Questions? 


|. Do you make up your mind to lke your prospect / 
». Do you think of your prospect as a worthwhile pr 


Want to serve? 
Do vou sational term 
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1 ive you! prospect a chance 


u analyze yout prospect s needs and create confidence 


can he Ip him meet them? 
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to keep his purchase at a minimum 
le vel of cost 

A salesman must have specific 
knowledge of the buyer's business 
and problems to recommend 
and sell convincingly above the 
minimum concept the buyer has 
in his mind 





Very often, what he should buy 
is quite different from what he has 
in mind to buy, but unless a sales 
man has won his complete con 
fidence, it is virtually impossible 
for him to change the mind of an 
experienced buyer 

Yet all the great changes that 
have come about in our mode of 
living in recent years are the re 
sult of successfully selling above 
people’s minimum needs 


It is this growing element of 
confidence that, more than 
anything else, makes sale 
manship a profession 


This applies to our homes, tran 
formed by our many labor-sav 
ing devices, as well as to store 


BEST BUY FOR 
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registers that make change to ele¢ ROOF SHEATHING? 


tromic accounting and automation 
on the production line 





All are the result of selling 
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This principle is the mainspring 
of our economy 
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Teletype Coordinates ‘These 


Branch Offices 


Ability to offer 
streamlined service often 
makes the difference 
between winning and 
losing in the race with 
your competition. If you 
operate over a wide 
area with branch offices, 
vou can flash up-to-the- 
minute sales data to 

all offices with a 


teletype machine. 


Teletype machine relays messages simultancously to four branch offices in two minutes 
for R. A. Gall Realty Company, Cleveland. R. A. Gall is shown handing a message to 


Operator Janet Hodoroski to be relayed to branches 


| 





sing TV for Name Promotion 


Felevision advertising of Gall Realty ts used 
more for name promotion than to sell 
listings In his 12:30 to 1 p.m. Sunday pro 


gram, Gall does this 


Shows a variety of listings in various 
price ranpes and locations to show he 


has a home to fit every need 


Uses his most photogens listings 
(C,00d photography is essential te 


O ( this type of advertising ) 
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Sells the idea that Gall Realty is the 
toaout S70 
company to list with for quality and 


speed of service 
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QO. How often do vou advertise a listing 
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0. To what extent do you rely on radio and tele 


Viston 


N. E. Bahr, General Manager, R. A. Gall 
Realty Co., Answers These Questions: 


=. Do vou use les Contest 
Q. How are your five offices staffed | 





How You Can Get 


Training your salesmen properly is a big job, 
but your efforts will be wasted if you 

haven't picked the right men in the first place. 
Where can you get salesmen? How should 

they be interviewed? Should you hire them on 


a trial basis? The author gives valuable answers. 


By CHARLES L. LAPP 
Professor of Marketing 


Washington University, St. Louis 


YELECTING a man or a woman for real estate 
bh selling is an extremely important decision. Tak 
ing a chance on a person because he might look as if 
he can sell or because he wants to sell can be ex 
tremely costly. It may cost from $25 to more than 
$500 to hire and train a salesman. This cost is often 
insignificant when other costs such as lost sales and 
public ill wall are considered 

Even more costly is business not gained or even 
lost because of ineffective selling or handling of cli 
ents. Then, too, the cost in time involved in hiring a 
new salesman and supervising difficult salesmen can 
not be ignored 

very owner or manager of a real estate company 
when hiring new men or women for office jobs might 
well consider hiring some persons who have sales po 
tentiality. Then you have the opportunity to observe 
them more closely on those jobs as they mature. This 
farsightedness alone, however, is not enough; it will 
not provide a growing agency with a sufficient num 
ber of real estate salespeople 

Certain steps in selection must be followed. Real 
estate executives who have selected sales manpower 
more scientifically report they have reduced their 
failure rate from three out of four to two out of four 
Kor example, one real estate broker said, “In the past, 
when hiring salesmen, I have navigated by the seat 
of my pants, I have hired strictly on the basis of per 
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sonal judgment, restricting my recruiting to men or 
women seeking sales jobs. | now consider this hap 
hazard. | am investigating more thoroughly 
man or woman hired and using test 
basis for selection.” 
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Where to Get Salesmen 

Following these basic steps will help you avoid 
haphazard selection 

1) Prepare a job description of the activities ex 
pected of a real estate salesman. If different salesmen 
are to sell to different types of buyers, to sell differ 
ent types of properties, or to do mainly “inside” sell 
ing, then a job description must be written for each 
salesman who does a different type of job Becau e 
certain salesmen succeed in selling houses does not 
mean they will succeed in selling commercial prop 
erties, and vice Because your clientele may be 
quite different (or because you may expect some 
thing different of your sales staff), it does not fellow 
that a man or woman successful with another agency 


versa 


will be successful with you 

2) Determine what qualifications are necessary to 
perform the activities expected of your salesmen. A 
past history record analysis of the background, ex 
perience, environment, formal education and finan 
cial status of people you have found successful in 
selling real estate may be helpful in formulating a 
blueprint of the type of man or woman desired. This 
step is possibly so difficult for one company alone 
that it should perhaps be given group attention by 
your real estate board 

$) Decide from which source or sources the type 
of individual desired may be found. A decision has 
to be made whether men or women, with or without 
sales experience, are preferred. Some executives pre 
fer men with no sales experience but who do know 
the technical side of real estate. You must decide if 
you want part-time salespeople such as house 
wives or men with other jobs or if you want only 
full-time salespeople 

The following sources are uggested 

Non-competitive salesmen selling other services or 
products; 

Recommendations by your own personnel; 

Private and government employment agencies; 

Advertisements in and 
magazines; 

College and universities 
in adult education programs 


newspapers local trade 


particularly participant 
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{etired business men: 

Supply salesmen who call on you; 

Buyers or sellers who are or have been client 

+) Follow definite selection procedures. There i 
too great a tendency to select sale people too fast 
It is easier to tell a man he doesn’t meet your qualifi 








cations before you hire hirm than after he has worked 
a few month 


How to Pick the Right Man 


Lhe procedure uppe ted below need not be fol 





lowed exactly. but are in the sequence in which they 
are most often used. It should be kept in mind that 
any one of the following selection: procedures may 
vive sufficient information to be the basis for reject 
ny an applicant but probably not enough to justify 
hiring one 

1) Require each applicant to fill out an application 
blank. More can be found out by means of the apph 
cation blank in less time than by any other mean 
An application letter may be even more useful af 
the man is told per ifically what questions you want 
him to answer in such a letter 

2) The interview ts probably the most important 
part of the selection process if it is conducted proper 
ly. In selection interviews, it should be kept in mind 
there are two main objectives: first, to present the 
job to the man, and second, for the man to present 
himself to the job. Too much emphasis on presenting 
the job will leave no opportunity to detect an appli 
cant trong point or weak point loo much em 
pha is on interrogating an applicant may result in 





failure to attract some men that might be desired 
[herefore. certain principle of interviewing should 
he followed 


a) Interview an applicant a number of times under 


Check his references carefully 


Seek and ye shall find them 


different conditions, possibly in your office, at lunch 
and in his home. By all means. meet the applicant 


























wife and find out if she is enthusiastic about his tak : if 
ing the job. (Home interviewing is becoming more ‘ e 
prevalent lo assist in making such interviews more : r4 it 
effective, The Dartnell Corp., 4060 Ravenswood Ave ny Ah 
nue, Chicago 40, Illinois. has prepared a home inter 7 : hut od 
view form, available for a small charge ¥ 
b) When interviewing an applicant devote your 1] : 4, 
full attention to the applicant eliminating all inter } y if i fa 
ruption —— ¥ ~ 
( Have a number of people at least three in ’ \ . 
Please turn to page 42 } 
7 








Condemning city property for community use is ticklish business. It can be done success 


fully only by use of a scientifu 


professional appraisal 


Years ago, personal whim of condemners fixed valuations of con 


demned property. Not so today! Property owners know about and 


demand professional appraising. 
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"The professional appraiser 
tries his level best to walk a 
tight rope, stick to the facts, be 
unbiased, and avoid becoming 
an advocate of anything except 
justice.’’ — Harry R. Fenton. 
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Keep in Touch With Your Sellers 


By FRANK MACBRIDE, JR 
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Tax Accounting Tips 


for Builders 


intl ¢ 
our purchase 


ted 


act umula 


Special tax problems for builders often arise from having a longer 
term of operation than most businesses. Which tax reporting method 


you use is determined by your first report. To change that method 


percentag 


you must ask tax officials. Here are the two methods open to you 
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} listing suggested rates of de 


reciation. (Copies are obtainabl | TAKE THIS $4.95 VALUE... 


} 
from the Superintendent of Docu 


ments, Government Printing Of “THE POWER 
! Wa hiigton 25. DA \ 

not bound by them. They are 

ude only, and heavier than OF CREATIVE 


normal use of equipment 


the life figure indicated il 
oe gh sstcthoy ome LLING 


<=" 99" 


with FREE 3-MONTH TRIAL MEMBERSHIP in the 
SALESMEN’S BOOK CLUB 


(no obligation to buy any minimum number of books) 


\' I now on this in ie Ket ( bie 
demonstration offer 1 pet ‘ } 

copy ot The Power of f t nh f 
regularly priced at >1 


In addition, you will | 
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® How to plant YOUR ideas in the pros 
pect’s mind 


: ® How to gain the complete attention 
t three-month trial peri 
ist « and interest of every prospect 
or obligatior 7 
- ‘ ” ® How to anticipate your prospect's 
can benefit by being et 
j Cl | questions 
{ 5 ul rif " 
me j _ ® How to look behind an objection and 
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nd boost 
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¥ . a ; ; ®@ How to use the Law of Repetition 
membership 
ms y © How to use the Law of Averages 
® How to use the Rule of Adoptation 


“THE POWER OF CREATIVE SELLING ® How to turn your “hunches” into sales 


by Farl Prevette why your instinct is often wiser 


UF a copy oft 


. ook, just | list | P than your judgment 
ou the most powerful } ® How to use “key words that move 
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meeive, It ri tha sion to buy 
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The Salesmen’s Book Club. Dept $577.01 


Englewood Cliffs, New J 
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The Law Says! 


@ How would you solve this legal dilemma? 


e@ (ana circular letter be regarded as an offer? 


@ Does eviction of lessee terminate the lease? 


| JAI MAR Hyer tedt agreed lo 

build a bungalow for H. I. 
$12,000. It was to be just 
like the one Hl, 1 father-in-law 
owned. In fact Suc Ht. I wile 
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and while $12.000 was a lot of 
money for Hl. -. Joe. that settled 
il 


Jon for 


ie 1 ore 


tarted he 
aid Vir 
leant build that bunga 
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vell a 
in-law o he ahead 
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the balance 
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around living with hi 


him to go to hell for 
Iijerstedt went to court 
practically the same thing 
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to do that which 
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is that a 
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tome independent 
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he para without deduction on ae 
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ation that one promuses to do what 


he i alre idy under 
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would consider it an 
court to belabor 
tal principle any further 
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hanhy case | 
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Hlyerstedt 


Coun el for 


HM) 


for 7 ) 


that counsel 
but 


and 


tive principle 

there 
that 4 
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t bid I receive for my 
the next 4() 
Phen followed a complete deserip 

the buildin The highest 
received Va 575.000 
orth 
bid? 
olfer 


con 


tion of 
bid hie 
wherea the building was v 
Viust 
When a person makes an 
the offer 4 
is created 
are generally 
tler but merely a 
negotiate \ 
however. be 


SLOO.000 hie accept thie 
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But. circular let 
led 

not regaraed a 

invitation 

letter 


regarded a an 


circular 
may 
fer 
to whether it 1 


disagree a 
not. It 
Orie 
too careful in sending out 
circular letter The ov hould 
have said I will consider accept 
ing the hivhe t bid received with 


in 30 day 


and judge Way 
an offer or 
is a matter of interpretation 
can t be 


ner 


old gentle 
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paper he 
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who told 
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omething in the 
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reading 
cause if he read 

paper 
told it to 
telling a 
to hell for it. where 
to go. | told him he 
if he qualified it by 
it in so-and-so 
ited this very much and re 


untrue, and he 
uld be 
lie and would have © 

he didn’t want 
vould be safe 


aving. “I read 


and it wa 


Corrie one he 


paper and he ap 
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umed reading the paper 


Phere is a le 


In elling real estate 


onin this for you 
unle You 
true. state 


are ure a statement 1 


the source of your information. If 
ked how 
The seller advises me 


much Thi 
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are a much the rent 


a vear 
more | checl a tatement 
to me the more | learn how un 
reliable they in 


A frend of 1 


mine told me there 
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him up and asked him 

got his information. and he 
me from a friend who had 
there. It difficult to trace 
origin of misinformation. and 
get the reputation of a care} 
liable broker, it is wise to j 
tate the source of your informa 
tion. such a I have been told 
or | have heard a rumor to the 
effect.” or something like that 


ul 
la 


y a lessor evict a lessee for 
breach of the lease the lease 1 
regarded a terminated and there 
is no further liability under it. To 
counteract thi Interpretation the 
lessor designed a provision which 
is now contained in most lease 

It is further covenanted and 
agreed that in case of any default 
by the lessee in the payment 
rent or otherwise. the lessor or hi 
agent hall have the right to re 
enter either by forceable entry. de 
tainer proceedings or otherwise 
and hold and enjoy the same fully 
and absolutely. without such re 
entry working a forfeiture of the 
rents to be paid and the covenant 
to be performe d by said |e ee dur 
ing the full term of this le 

This provision seems to be ce 
tradictory and illogical. How can 
there be any lability under a lease 
that has been terminated? Ther 
fore it was immediately challeng 
ed by the lessee, but it was held 
binding 

In the case of The Central In 
vestment Co. vs. Melick, Adma 
267 Ill. 564. the court quoting 
from the case of Gromenes 1 S/ 
Paul Trust Co., 147 Ill. 634. said 

There is nothing illegal or um 
proper in an agreement that the 
obligation of the tenant to pay 
the rent to the end of the term 
shall remain notwith landing there 
has been a re-entry for default 
and if the partie choose to make 
uch an agreement we see no rea 
on why it should not be held to 
be valid as against both the tenant 
and his suretie It may not be 
trictly accurate or correct to call 
the money to be paid after re-entry 
rent, or to treat the lease as in 
force after a re-entry. but the pal 
ties have a right to fix the amount 
of the rent to accrue ace aing | 
the terms of the lease as the 
amount of damages to be paid by 
the tenant in case of a breach of 
his covenants. It can make but lit 
tle prac tical difference whether 
the sum agreed to mid be called 
rent or damage 
garded a dama 4 
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Top styling, 20% lower 
building cost... 





ys ee, aai- 


two reasons for 


prefabrication boom! 


Prefabricated home building increased 
well over 200°; between 1948 
and 1955. In the same period, total 


housing starts increased only 50‘ 


Why the faster rate? Prefabricated 


homes are designed by the 





nation’s leading architects. Their 
superior styling gives them 

extra sales appeal. Also, they cost 
from 10°; to 20°; less to build 

This combination of styling and price 


advantage really moves homes 


Prefabricated homes are eligible for 
FHA and VA financing. In all price 
ranges, they’re the answer to greater 
profit. Write for a list of leading home 
prefabricators serving your area 


PREFABRICATED HOME 
MANUFACTURERS’ INSTITUTE 


935 20th Street NW, Washington 6, 0.C 
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Gilman C. Guon & Sons 


(,rotor (.onnecthut 


John P. Slade & Son 
| River, M chusett 


Charles ft Tarbox 
Keene, New Hampshire 


Cc. B. Smith, fr 
Westfield, New Jerse 


Douglas Van Riper 
Miunhasset, New York 


Irvine A. Miller 
l Ivan 


Fitts Realty 


det \ bama 


Dhibadeau, Shaw & Brannan Co 


Decatur, Creore 


Rover & Jennings 
Atlanta, Greor 


Covert Hills, Ine 
lhoma Kentucky 


C. Robert Gray & Co 
Silver Spring, Maryland 


Reid MeGee Co 
Jackson, Mississippi 


Willson Nichols & Co 
Ocala, Florida 


Mis. Tom Rowland J: 
Asheville North Carolma 


Worth Agency 
outh Carolina 


Crump & Gaynier 
Dballa lex 


Steptoe & Patteson 
Lyochbur Virwu 


Raymond Dorm Co 
Pasadena, California 


Commonwealth, Ine 
Portland, Ore 


Culp Construction Co 
2 Rohe Chew. Uleal 


White & Bollard 


\“\ } i 
‘ a) ' ”" 


M. Hlowes 

Inton, I " 

Snvder, Kinney & Bennett 
Kh nebo Maul 


Gordon Williamson Co 
Petr Mict 


ind Ind 


Minneasy Minnesot 


Sid Dwyer & Associates 
West All 


‘PERFECT HOME is an outstanding 


good will builder,” 


suvs HHome Builder HH. S. ¢ ulp Ji 


Perrect HOME ts an outstand 
ing good will builder. Salt Lakes 
read it and like it. This ts evident 
from the number of people who 
call asking about plans or features 
shown in the magazine. We feel 
it is a dignified form of public 
relations, and one in good tast 
building confidence in our organi 
ration. It ts provocative and give 
readers new ideas in housing 
And that is our business 

As an active builder and devel 
oper, Mr. Culp is typical of the 
leading real estate, home building 
ind home financing Companies 
who benefit from Prrrect 
Home's unexcelled editorial qual 
ity. Readers associate the high 
quality of Pekrect HOME with tts 
sponsor and co-sponsors, enabling 
them to enhance thet reputation 
ina dignified, yet directly effective 
way 

A limited number of exclusive 
innually renewable franchises for 
Perrect Home are available to 
ompanies with established repu 
tations. If you are interested in 
learning more about Perrecst 


Hlomyt address your miquar tw 


Salt Lake City, Utah 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 


Number 130 in a Series 
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| a would you like to supply 
volt” bathrooms in the 

you selly If the suggestion of Jay 

Doblin of [linots Institute of Lech 


SOOT) 


home 


nolovy COTES 
that 


are cold, hard unpleasant and dan 


truc, you may 


do puis boday's bathroom 


VCTOtS, the cle ivi director SAY 
whit thes 


bath 


one 


but there's no reason 


have to be.” He says an entire 


could be moulded in 
volt 


porige pla ti if 


Povo 
prec modern material 


like 


brome 


usin a 
would cut 
and 


accidents tremendously 


be more attractive 


if you're managing apartment 
buildings, you can expect a lot of 
wooing from air conditioner manu- 
facturers this year. Elec- 
tric is planning a big apartment 
house promotion in 1956, showing 
how to cut vacancies and keep 


General 





buildings competitive, using room 
air conditioners. “Builders of new 
apartment houses,” Eric P. 
Cahn, president of Amic air con- 
ditioning company, “will have to 
become more merchandising-mind- 
ed than ever if they are to continue 
to entice tenants from older 
tures,” 


SAVS 


struc- 


Up voces another storm 


Warning 


“avast rivance = fee racketeers 


Arkansas. I he 


commission has warned 


I hits time they're in 


real cstate 


ill property owners against non 


hicensed person ollering to list o1 
then 


collecting a “flee in 


wivertise sale 
advance. Al 


streneth has ebbed in 


months 


business for 


though then 


recent constant vigil wall 
be necded to prevent these crooks 
lrom cropping up in your state. To 


learn how these racketes rs operate, 





CLASSIFIED SECTION 


_ Training 0. — 


FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
livestimate our lTlome Study and Resulent 
in Real Estate Includes all phases o 
b PREP CATALOM 
World 


Courses 
the lusimne end for 
lav, 3 obligation. Approved fo 


War ‘ orean Veter 


WEAVER SCHOOL OF REAL ESTATE 
(Est. 1936) 
2020N Grand Avenue Kansas City, Mo 





TURN CLIENTS INTO FRIENDS 


nplete every sale by giving your clie 


ELGIN ENGRAVING CO 
439 S. State, Elgin, tlinois 
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“The Fundamentals of Texas 
Real Estate the name 
of a popular course in the Fort 
Worth area, enrolling 71 students 
(6007 of whom actually en- 
gaged in real estate) in its first ses- 
sion. Conceived and directed by 
Maurice A. Harkins of the Ratti- 
kin Tithe Company, 812 Houston 
Street, Fort Worth, the course runs 
five weeks, with two evening ses- 
sions per week. If you wish to set 
locally, Harkins 


be glad to tell you about his 


Practice” is 


were 


up a course will 


Older 


Mire 


home ine 


ittention trom mortyaye 
Robert HH. Wilson 
president of the Percy Wilson 
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imple, to better 
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home to finance 


What effect will commercial jet 
aircraft have on realty 
airports? That's a question bother- 
ing many city officials and real es- 


values near 


tate men right now as several air- 
line companies announce jet Oor- 
ders. Aviation experts told FHA 
Commissioner Norman Mason last 
month there will probably be “no 
marked change in the size or loca- 
tion of present day airports nor in 
the aircraft 
port communities.” Jets will need 


noise situation in alr- 
longer runways, but the engineers 
expect great results from new noise 


abatement methods 


Complaints from new home own 


often due to lack under 
standing. You can 


book lets that m 


cl ire 


micnt 
olve thi problem Cuare 


pa ol the House help show me 


owners what thes cull ¢ pect it} 
mamtenance. Its 50 cent 
frome the Docu 
Washington 25, D4 Pont 
Veteran Homeowne! 


financial and legal a 
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Superintendent ol 
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ers for the 
covers. the 
pects ol home owning It is no 
available at no charge trom region 
il Veterans Admunistration offices 
Dhere’s an advantage in supply 
your clients wi ern 


books » think 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 
SALES 
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@erORT LALDER 
DALE, FLA 
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FOR INDUSTRIAL 
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FOR IDEAL FOR LAND PLANNING 
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FOR PROPERTY 
MANAGEMENT 


@c crt \int Conila) e! 
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Rates for Advertising 
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